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OBJECTIVES FOR TODAY’S SESSION:

To Learn:

Why you should (or should not) bring existing multi-unit 
franchisees into your system.

How you target and recruit existing multi-unit franchisees into 
your system.

The right growth stage in your system to add existing multi-unit 
franchisees.









What we have learned about MU Franchisees

Growth during 2008 Recession

FPRs very important to mandatory/profitability

Franchisor skin in the game

Franchisor history of growing and protecting the brand

Big validation

Frequency of C-suite changes



Why Multi-Unit Franchising as a Growth 
Strategy

Big Franchise Systems with Brands

Smaller Emerging Brands



When Is the Right Time to Recruit Existing 
Multi-Unit Franchisees

Lessons Learned on Timing

Growth Strategy and Structure



How Do You Reach Multi-Unit Franchisees

Recruitment Strategies

Differences in Managing the Process from Single-Unit 
Prospects



CONCLUSIONS:

Lessons Learned

Q&A


